Salesmen in Action 


Specialization Gets Them Out of 
the Norm Keb., p. 54 
Sales specialists have increased cust- 
emer contidence for Hawkins Electric. 


From ‘Hot’ Labs to Hardwares— 

hie Sells Them All Mar., p. 80 
That's the vast range of accounts sold 
by Tab’s Joe Salvatore. 

ScHing Service ‘Across the 

Bourd’ Apr. p. 68 
tlow H. N. Crowder’s sales enginece: 
services his cumomers. 

Personal Service: This Salesman’s 

2orte Apr., Pe 71 
Liow one salesman uses his personas 
io sell successfully. 

‘Two Salesmen: Two 

Approaches Apr., p. 74 
Ohm Electric approaches its custoniers 
in (wo diflerent ways. 

‘Vil Go Anywhere to Sell Electric 

Meat’ Apr. p. 80 
One salesman for Rutkin Electric ex- 
plains how to upsell an important prod- 
uel, 

three Doors to Open at 

OL Nis June, p. 75 
Three areas where salesmen a. the Beck- 
er Co. increase sales potenual 


“Fair Profit Is My 

Motive” June, p. $2 
Phis is the sales philosophy of Swiit’s 
Al Schutz. 


stare Do Not Sell 

Themselves” June, p. 86 
That's part of salesman Dave McGee's 
philosophy. 

Does It Pay to Call on Country 

Accounts? July, p. 84 
Sulesman John Drawbaugh has ihe vol- 

me and profits to prove that it doc 

Creativiiy Is Part of 

Selling July, p. 96 
Salesman Jack Greenland — believes 
strongly in imagination as a sales tool. 


“Selling Hard Is the Only Way I 

Kuow How to Scil™ Nov., p. 72 
One salesman philosophizes that hard 
work separaies men from boys. 


Sales Training 


Class of 1962: Grad 
Gallery .. Mar., p. 84 
Once again, profiles on a group of elee- 


trical certificate winners. 


Organized Training Produces 1:- 

creased Sales July, p. 83 
Ryall Eleciric’s sales courses are pay- 
ing off in a big way. 

Turning Out Trained Salesmen ia 

13 Weeks . Oct., p. 70 
Robertson Supply Co. goes all out in 
training its sales personnel. 

New Electrical Course 

Grads .... Oct., p. 80 
Fourteen ‘graduates: comprise the sev- 
enth graduating class. 


The Importance of Knowing 

Products .... . Oct., p. 84 
An industry veteran presents a simple 
and refreshing basic set of functions. 


Sales Ideas 

‘I Gotta Have a Better Price, : 

Boss!’ . Feb., p. 40 
A manufacturers’ agent analyzes the 
“price-only” types of salesmen. 

Making His Hobby 

Profitable Feb., p. 50 
Valley Electric’ s Henry Jones turas his 
printing avocation to publishing forms. 








Specialization Gets Them Out of 

the Norm Feb., p. 54 
Sales specialists have increased customer 
confidence for Hawkins Electric. 

What's New in Electric 

Het Mar., p. 63 
What's New in Electric Heat 
Sources Mar., p. 64 
The Electric Furnace: A Growing 
Controversy Mar, p. 69 
What's New in Marketing 
Applications Mar., p. 70 
What's New in Marketing 
Programs Mar. p. 77 
A 16-page special section on what to 
expect in electric heating developments 
and sales opportunities in the neas 
future. 

Selling Service *A cross the 

Board’ Apr., p. 68 
How H. N. Crowder's sales engineer 
services ais Cusiome;ss. 

Two Salesmen: Two 

Approaches Apr., p. 74 
Ohm Electric approaches its setinanioe 
in two different Ways. 


Should a Wholesaler Be his Cus- 

tomers Purchasing Agent? Apr., p. 77 
How Van Atta Electric handles us pur- 
chasing function. 

Nicciicution Can Boost 

Protits Apr., p. 92 
Kk: awlin son Electric finds profits in 
adapting products for customers use. 


YOUR Gulls TORETTER | 
COMME NICATIONS .. May, p. 81 
i y Communications with 
May, p. 82 
ununications with 
May, p. 90 
junications with 
May, p. 104 
ring Better Communications with 
May, p. 116 
ating Beiter Communications with the 
May, p. 122 
“s 48-p mage special guide detailing suc- 
cessful distributor-tested ideas. 


Three Doors to Open at , 

OEMs June, p. 75 
Three areas where salesmen at the 
Becker Co. increase sales potenual. 


An All-Out Ellost to Sel 

Lamps June, p. 78 
At Mill-Power, thc tributor and cus- 
tomers are “parine "ji in lamp sales. 

The Simple Rules of Seliing June, p. 31 
An interesting view o ositive™ selling. 


Improving Your | 
Sales June, p. 38 
A distributor executive speaks out on 
a umely subject. 
ps ‘ Nasal MARKETS YOU CAN 
July, p. 69 
fotels: A lot to Sell July, p. 70 
Aparimeats: Rising 
High uly, 
Shopping Centers: Ripe 
Market . July, 
Bowling Alleys: More and More 
Lanes . July, 
Printing: Speed and Power 
Needed . : ; July, T 
Hospitals: Quality 
Stressed 7 July, 
Schools: Many Sales 
Areas July, 
Chemicals: Special Product 
Needs July, 
Plastics: Big Market for 
Motors . July, 
Textiles: A Modernization 
Must an 
A 12-page specia! section highligh 
who to see and what to sell. 
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Iiow To Sell Better Over the 

Telephone July, p. 81 
Read this thoroughly to improve your 
voice-to-voice sales score. 


Building a Business—On Counter 

Sales Aug., p. 61 
Hlew Bay Shore Electrical serves resi- 
dential contractors efficiently and profit- 
ably. 


From Wire to Substations, Sales 

Enzinecrs Build Protits Aug., p. 68 
Lowry Electric obtains more industrial 
business through cngineering service. 


Imagination Is the Key to Con- 

stant Prolits Aug., p. 68 
That’s the approach used at Liberty in 
selling to the resort market. 

Spotlizghting Sales Stants From the 

1962 Natioaal Electrical Code Au. p. 72 
A rundown on new requirements ior 
better sales opportunities. 


New Concepts Sell “Total” 

Lighting Aug. p. 34 
Elecua Supply emphasizes an all-out 
marketing program to sell home lighung. 


Service Insures Sales to Industrial 

Accounts Ge... p. 36 
in a diversified market, service means 
protits tO Electhie Supply 


A Bribe ts a Bribe Is a Bribe— 

But It's Not Selling Oct, p. 68 
A veteran salesman characterizes busi- 
ness payola and kickbacks. 


You Can Always Say “NO"! Nov., p. 76 
Agent-author Bowers gives his soluuon 
to low profit orders. 


How to Beat the Price 

Bugaboo Nov., p. 80 
A slep-by-step story on how io mect a 
big sales problem. 


juside Aids Boost Service to 

Conivactors Nov., p. 86 
All phases of business at Granne City 
help to improve contractor service. 


Product Demonstrations Push 

Counter Sales Nov., p. 38 
Ulster Electric sells old and new items 
through counter demonstrations. 


Sales Management 


Constant Planning Produces 

Increased Sales reb,, p. 36 
Sales aids are put to extensive use at 
MeCarville Electric. 

They Profit From 

Experience Feb., p. 42 
How Smith & Royals’ know-how has 
won profitable success. 

Customers Are Really 

People Apr., p. 72 
How distributors can deal with custo- 
mers effectively. 


How to Put Yourself Out of 

business Apr., p. 78 
One distributor explains the negative 
approach to successful business. 


How Much Can You Afford to 

Sell? Apr., p. 96 
A manufacturer's credit manager ana- 
lyzes the many hidden perils of volume- 
itis. 


YOUR GUIDE TO BETTER 
COMMUNICATIONS May, p. 81 


Creating Better Communications with 
Suppliers May, p 
Creaung Beuer Communications with 
Customers May, 
Creating Better Communication , 
Employees M 
Creating Better Communications with 
Industry May, p. 116 
Creating Better Communications with , 
the Public Muy, p 2 
A 48-pagze special guide detailing suc- 
cessful distributor-tested ideas. 


WHAT ARE THE TRENDS IN 
LIGHTING MARKETING? Sept., p. 61 
Residential: A Serious Threat to aa Old 

System Sepl., 
Commercial-Industrial: Your Time 
Decision Sept., 
A 16-page special report evaluating 
lighting marketing today. 


HOW DISTRIBUTORS ARE MEETING 
q CHALLENGES OF A GROWING 
Sept., P: 80 
NORTHWE ST: A New Look 
Selling 
How to Succeed in Motor 
Really Trying Sept =e 
low to Open A New Branch 
Succeasftilly Sept, 
CENTR¢ AL VEST: A Second Look 
the ISCO-PRE Chain Sept 
Specdy Self-service Pleases Hawaiiar 
t Scpt., 
Watching the 


Up to Mo 


to 14: The 
rict “Re -sideatial"—To an / 
ket 1D Scpt., | 
ie MOL Ni AIN “Old - Fashioned 
“Ina rn Market Sept., p. 112 
icthod to Spruce Up au 
Sept., p. 114 
. > report on the pro- 
gressive forn i western distribution. 
The Road +k ta Profits Oct., p. 60 
A Way Of Dusiness tial could change for 
belier—or worse. 
Fewer Lines, Betier Service, 
More Profit Oct., p. 86 


Here’s how less inventory produces 
t u oO. 


more profits for Tubbs Elec 


You Can Always Say "NO"! Nov., p. 76 


Agem-author Bowers gives his solution 


to ioW proft orders 


To Meet Con ting © ‘ompe tion, 

They're Spreading Good Will Nov., P- 78 
Here’s how Eastern Coast plans to meet 
potential competition 


Two-Hour De! yes: Service Brings 
Customers aad —_— Nov., p. 84 
Dyer’s Electr: iS an answer to staying 

in business sed 1 taking a profit. 


Sales Promotion 

How Distributors Serve and 

Save Feb., p. 48 
How one distributor describes the bene- 
fits of wholesale distribuuon. 

This Distributor’s Show Is a 

Family Affair Oct., p. 66 
Everyone gig in for a successful 
Show at B. M. Tower Co. 

Cooking os A R-R-Really Big 

Show Nov., p. 92 
Bell Electric tries a recipe for increased 
sales. 
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Warehousing and Office Procedure 


— Forms Help lacrease 
ervice Feb., p. 46 
Close tabs are kept on quotation proj- 
ects at Arkansas Electric. 


Making His Hobby Profitable Feb., p. 50 
Valicy Electric's Henry Jones turns his 
printing avocation to publishing forms. 


Separated Areas Individualize 

Customer Service Feb., p. 62 
New building stresses case in flow of 
materials at Hunzicker Brothers. 


Sclling a Customer On His Built-in 

Benelits Mar., p. 88 
Thats what Seamans Supply's Joe 
March does in the new quarters. 

Advance Planning Stresses Space, 

Growth Utilization Mar., p. 96 
The accent is on better use of space 
at Active Electrical Supply. 

Formula for a Move: Follow Your 
Customers Apr., p. 84 
LoeMer Electric explains the best type 

of move. 

How to Put a New Look Lato an 

Old Business ; Apr. p. 86 
Here's how Delavan Gorke built the 
new from the old, 

Inside and Out, Edliciency Assures 

Buill-in Service July, p. 95 

t¢ Supply's new house has smooth 
materials and customers. 
Nti-l.evel Operation With Siagle- 
y Service duly, p. 9S 
‘Ison Electric Supply's unigue = set- 
neuns sWUL service. 


Product and Market Stud 


Aanual Cutlook and Review 

Product Outlook Fair to 

Good 
Product by product 
1962 

What distributors are saying Jan., 
Distvibutors teli what they expect tor 
this year. 

Product View for “62 Jan., p. 57 

Here’s the latest look at electrical 
equipment by type, design and ap- 
phication. 

Outlook for Markets Jan., p. 62 
A review of six basic markets cor 196] 
and predictions i 2 

Review for Regions Jan., p. 73 
A regional review of electrical dis- 
iributor’s sales during 1961. 


Imports: A Growing Challenge Feb., p. 36 
\ survey of the domestic industry re- 
veals un increase: from foreign sourees. 


What's New in Electric Heat Mar., p. 63 
What's New in Electric Heat 
Sources Mar., p. 64 
The Electric Furnace: A Growing 
Controversy Mar., p. 
What's New in Marketing 
Applications Mar., p 
What's New in Marketing 
Programs Mar., p 
A 16-page special section on what to 
expect in electric heating develop- 
ment and sales opportunities in the 
near future. 


Which Way for Prices Now? Apr. p. 82 
Jadustrial product prices are capected 10 
increase 142° this yeur. 

Good News and New Trends June, p. 106 

he Construction picture in eight areas 
is encouraging but not booming. 


TEN HOT MARKETS YOU 
CAN SELL July, p. 
Motels: A Lot to Sell July, p. 7 
Apartments: Rising High July, p. 
Shopping Centers: Ripe 
Murket July, p. 
Bowling Alleys: More and More 
Lanes July, 
Printing: Speed and Power 
Needed July, 
Hospitals: Quality Stressed July, 
Schools: Many Sales Areas July, 
Chemicals: Special Product 
Needs 
Piastics: Big Market for 
Motors 
Teatiles: A Modernization 
Must 
A l2-nage special section gh 
ing who to see and what to sell 
Spotlighting Sales Stants From the 
1962 National Electrical Code Aug., p. 72 
A rundown on new requirements for 
better sales opportunities. 
WHAT ARE THE TRENDS IN 
LIGHTING MARKETING? Sept., p. 61 
Residential: A Serious Threat to an Old 


ial-Industrial: Your 


age special report evaluating 
ii maracung today. 
HOW Db! LOL TORS ARE MEETING 
THE +4 Lhaebue NGE Ss OF A GROWING 
Wisi Sept... p. 80 
NOK! : A New Look for Inside 


> 


Selling Sept., p. 82 
How to Si “af in Motor Controls by 
Really Trying Sept., p. 86 
How to Open A New Brancl 

duc essluily sept., p 


Ci 
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NTRAL WEST: A Second Look 

ISCO-PXRE Chain > 

Speedy Self-service Plea 

Contractors 

SOUTHWEST: Watching 

Things That Add Up to More 

Protit Sept., 3 

From | House i The Philosophy 

and the Pract Sept. p. 104 

From “Strictly Resideniial’—To an All- 

Market Distributor Sept., p. 106 

INTERMOUNT XIN: “Old-fash anes j 

S Hing” In a Modern Market Sept., p. 112 
Four-way Method to » Spruce Up a 

‘ arehouse Sept., p. 114 

A comprehensive report on the progres- 

sive forms of western distribution. 


+ , 3; 

Industry Promotion 

How Distributors Serve and 

Save . Feb., p. 43 
How one disiribitior describes the ben- 
efits of wholesale distribution. 

Milk, Malts and Martinis Nov., p. 97 
Graybar’s president characterizes the 
last 50 years of electrical distribution. 
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Industry Relations 


Why Should You Participate in 

Your Electrical League? : Mar., p. 94 

Electrical League? Mar., p. 94 
Distributor George Nassor details some 
of the beneficial give-and-take. 


What Now, Middle Man? Apr., >. 6% 
An authority looks at the role of the 
electrical distributor. 


What's the FRC Up To? June, p. 96 
Here are some answers regarding the 
future of American business. 


Marketing Aids Aug, p. 78 
New Distributor Policies: Let You 
Kaow Where You Stand Aug., p. 78 
25-Year-Old Distributor Policy: 

“Never Deviated One 
Jota” Aug., p .80 
“Pilot Operation”: Supplier Trades Ideas 
With Distributors Aug., p. 82 
An expansion of EW's regular depari- 
ment analyzes marketing ideas. 

The Road Back to Profits Oct., p. 60 
A way of business that could change 
for beiter—or worse. 

Arcs and Sparks ..... Nov., p. 12 
Some thoughts on the role of the broker 
in electrical wholesaling. 


Meetings 


The Finger Is On Profit Jan. p. 78 
New NAED Traveling Institute mects 
success in its trial presentation. 


Electric Heat Gets a 3-Day 

Push May, p. 15 
Second electric heati ng exposition and 
symposium is held in Chicago. 


Sights and Sounds of NAED's 540: 
Convention June, p. 97 
NAED’s Theme Creates Interest for 
Delegates June, p. 98 
Candid Camera Views Show Dele gates 
in Typical Convention 
Pose June, p. 100 
Excerpts From Convention 
a June, p. 102 
A nine- page special report on. the 
annual convention in the Steel City. 
Lively Discussions Spark 
Event ; Oct., p. 100 
Improm >tu sessions stimulate fourth 
NAED Central Region meeting. 


Speakers Send up “S.0.S.” at 


LE 


NAED Western Region Mect Nov., p. 94 
Tea hard-hitting speeches emphasize the 
subject of “Selling Our Services. 


The Salesman's Technical Notes 
AC Circuit Analysis—II Jan., p. 76 
Circuit Impedances Feb., p. 66 
Capacitive Reactance Mar., p. 98 
Capacitance and ; 

Resistance Apr., p. 90 
Single-’hase Circuits and Parallel 

Circuits . June, p. 92 
Complex Circuits . Suly, p. 92 
Three-Phase Circuits Aug., p. 76 
Three-Phase Circuits—HU Oct., p. 82 


Three-Phase : 
Circuits—I Nov., p. 90 


en 

miking up the Status Quo _ Jan, p. 6 
fhe British, ete., Are Coming! The 
Vive-Hour Day and The Distributor 
Serves and Saves Feb., p. 8 
A Clarion Call, Slightly 
Muted Mar., p. 6 


Some Fr iendly Criticism. .. Apr. p. 8 
What's b vehi ud Bad Business 
Decisions? May, p. 8 


Good Omens, Big Brother Moving 
lat and ‘Tie Jobber-Disiributor: 
Here io Stu 43 June, p. 8 


An Example of Leadership and 
Conudence in the Future July, p. 8 
How the Indusiry Is 
Growing Auz., p. 8 
Lighting Marketing is on the Move 
and Sources of Stories Scpt., p. 6 
The Road Back to Profits, Thinking— 
and Acting—Big and Buyiag 
Business Oct., p. 8 
Personal Selling: A Dead Duck or 

POR chr ais . Nov., p. 3 


Special Article 


Nuclear Attack and ladus- 
trial Survival Jan., follows p. 74 








